
Support | Affiliates | Free Live Streams | Facebook Page | Twitter | | Instagram | Customer login 

 

 

 

Click here to watch the video in the Facebook group 

http://getyoursupport.com/
http://promotemarlon.com/blog
https://resellertoolkit.com/freedailystreams
http://facebook.com/marlonsnews
http://twitter.com/marlonsanders
https://www.instagram.com/marlonsand/
http://getyourproducts.com/yourproduct/wp-login.php
https://www.facebook.com/groups/mmmsystem/posts/5064175420373702/
https://www.facebook.com/groups/mmmsystem/posts/5064175420373702/


Hello, 

Marlon here. 

Click the picture above to play the video where I cover show and tell for 

what’s in the issue today. 

I want to share with you ways that different businesses ascend their sales. 

In other words, a customer buys your initial or “front-end” product.  Now, 

how do you get them to ascend (meaning go up) your Value Ladder. 

If you haven’t heard the term Value Ladder, I don’t know if Dan Kennedy, 

Russell Brunson or someone else coined the term. 

I know Russell made it famous in his Dotcom Secrets book and in Expert 

Secrets. 

The idea is that the customer starts out at the bottom of the ladder. And 

then they buy products going up in price as they ascend (or climb) the 

ladder. 

For example, they start off by buying a book. 

Then they buy a video course. 

Then they buy a 4-week class. 

Then they buy large group coaching for 12 weeks. 

Then they buy a year long coaching program. 

That would be an example. 

This is something you don’t read much about.  In fact, I can’t think of any 

really practical explanation of the methods anywhere. 

So that’s what I want to lay out in this report. 

1.  The Free Coaching Session (s) Method 

So my friend Michael Cheney uses this method. 



When people buy the main product, they receive 1 or more “coaching 

sessions” with a coach. 

The coach is usually a sales person.  And their job is to help the person out. 

And then get them to buy the next step on the Value Ladder. 

I remember Ann Sieg used this method masterfully in one of her 

businesses.  After you bought, you were contacted multiple times (as I 

recall) to set up your first session with your coach. 

Now, there was a company called Digital Altitude as I recall. They got in 

trouble with the FTC.  And as I remember it, one of the complaints was that 

their coaching had no “coaching certifications” or training as coaches. They 

were just sales people. 

You can read the FTC case here. 

Honestly, if their coaches DID have “certifications,” I don’t think that would 

have changed things any.  But if you use this method, you’re probably smart 

to put your coaches through some accepted coaching certification program. 

I would use one of the legit ones, not a sham one. 

With that said, this is a common and very popular method. 

2.  The direct “meet with a sales person” method 

In this method, there’s no pretense. 

It’s simple. 

You’ve completed xyz training.  Now meeting with Joe Blow to discuss your 

progress and your next step. 

As with the prior method, the challenge is to get people to actually DO IT. 

One way people do this is by offering a CERTIFICATION of some sort. And 

you can only get that when you’ve met with Joe Blow. 

It’s a good method. 

https://www.ftc.gov/legal-library/browse/cases-proceedings/172-3060-x180021-digital-altitude-llc


You’ll need outreach emails and possibly texts or phone calls in order to get 

as many people as possible to “get their certification certificate.” 

3.  The “thing that sells a thing” method 

Russell Brunson is a fan of this method with Clickfunnels. He has his 

2commaX program. 

And there are several presentations toward the end of the training designed 

to offer you the next step. 

He has carefully orchestrated presentations to accomplish this.  Typically, 

they have case studies which are more or less success stories from students 

who upgraded. 

He does a thorough presentation of the benefits of the next offer. 

It’s worth the money and time to go through 2CommaX just to see him do 

this.  It’s masterful. 

An interesting method Russell uses is the pitch and re-pitch. 

First he pitches the offer at the end of day 2 as I recall. Then the next day 

Myron Golden does a “re-pitch.” 

Myron is one of the best stage selling speakers in the world.  So he mops up 

the sales Russell doesn’t get.  Myron is super incredible at this. So if you 

have the chance to hear him do this, take it. 

Russell’s ENTIRE Two Comma Club X event is designed to sell the next 

thing.  It’s carefully orchestrated. 

He delivers incredible content.  But at the same time, it’s carefully crafted 

to remove objections.  So it’s Edu-Selling.  He’s educating you with fantastic 

info. AND he’s setting up the next sale.  This is a very high skill level. 

4. The Tony Robbins Method 

I attended a Tony Robbins event.  He had an hour break. And he flat out 

told you that you could skip the next session.  Or you could stay and he’d do 

his best to sell you on attending his next event. 



Probably half the room stayed. 

And for the people who stay, it’s straight up stage selling 101. 

So it’s the thing that sells the thing.  

The thing is the event you’re attending. 

There’s a special session to sell the next thing. 

The first person I heard use the term of the thing that sells the thing is 

Dana Derricks. But he may have gotten it from Russell or Dan Kennedy.  

Not sure. 

5.  The Rain Mail On Their Heads TJ Rohleder Method 

This is one of my personal favorites. 

It’s great. 

When you buy the “front end” product from TJ, in his own words, he’ll 

“rain mail on your head” in order to get you to upgrade. 

His upgrade sales letters can be 30 to 60 pages long. 

You’d assume no one will read these.  And you’re right. 

Except TJ assumes you’ll SCAN the letters not read them.  So he designs his 

letters for scanning. 

Tons of markups, underlines with a felt pen, stars in the margin and so 

forth.  There’s a company that sells “Doodles” to enable you to do this.  

Although I think TJ has an artist do it.  Or he’s learned to do it himself.  

Don’t know. 

The hallmark of TJ Rohleder follow up by direct mail is he doesn’t send just 

ONE letter.  He keeps mailing letters and postcards of different colors, 

sizes, and so forth. 

Here’s a stick / welcome letter TJ sent after I bought his 500 websites 

package. This was a whole booklet the was a stick letter PLUS the offer of 

the next thing: 



 



Here’s the first inside page: 



 



This ascension offer worked. I bought the Platinum upgrade at the time. 

6.  Tom Orent Method 

Tom Orent has the most unique method I’ve EVER seen. 

It has the Dan Kennedy style written all over it. 

He sends you a priority mail full-sized envelope that is STUFFED with stuff 

that barely fits in the envelope. 

And it’s LUMPY. 

This is quite the thing to behold! I think I subscribed to Tom’s newsletter 

back in the day just so I could receive it. 

The sales letter in it is really long. 

And tom would send out this monstrous masterpiece to all 5,000 or so 

people on his list according to what he said. 

It sells a really high-end coaching program, so the economics work out. 

This is probably the only piece of mail you’ll ever get you flat out have to 

read and can’t ignore. 



 



7.  The Jay Abraham audio case studies, sales letters and phone 

calls method 

One time Jay Abraham sent me a number of audio cassettes filled with case 

study conversations with success stories.  It was very compelling. 

Then he follows this up with full-length sales letters and phone calls.  I 

haven’t followed Jay in some time now. I imagine he’s using the same 

method.   

But it’d be interesting to see how his methods have evolved. And if he’s still 

relying heavily on direct mail. 

One thing consistent with Jay is he’s always relied on commission sales 

people on the phones.  And I’m sure he still does. This is possible when you 

sell big tickets as he does. 

 



 



 

Those are a few examples of Jay’s direct mail. 

8.  The Jay Abraham Book of Testimonials Method 

This isn’t a stand alone method. But it’s so cool I wanted to highlight it. 

Jay one time sent out a massive book. And all that was in it was letter after 

letter of testimonials. 

It’s pretty hard to argue with all those testimonial letters written on the 

letterheads of various companies that went through his training.  Talk 

about a sales closer. 

9.  The Dan Kennedy Sales Letter Method 

Now, Dan Kennedy was / is less flashy. Dan would just send out multi-page 

sales letters that accompanied his paid newsletter.  So the sales letters got a 

“free ride.” 



Dan was very skilled at using direct mail to sell his conferences and bigger 

tickets.  Of course, he wrote the sales copy himself. 

10.  The webinar or teleconference method 

TJ is fond of doing teleconferences.  Because they’re easy to produce. And 

more people will listen in on their phone than attend a webinar or Zoom. 

The unusual thing about TJ’s conference calls is he usually gives you a giant 

bonus just for attending.  You rarely see this done. 

But it’s consistent with TJ’s “over-the-top” method. 

11.  5 day challenge 

This is the fad of the moment and a more conventional method.  Customers 

are invited to a free or low cost 5-day challenge. And on the last day, the big 

ticket is offered. 

Of course, the entire 5 days very carefully sets up the big ticket sale.  

Sometimes sales people are involved.  And attendees are encouraged to 

reach out to the “coaches” to obtain workbooks and other items. 

Kelly Roach created a popular 5-day challenge method. 

12.  The free webinar GIFT method 

This used to be all the rage. But due to over-use, it’s harder to pull off now. 

Everyone knows it’s a sales pitch. 

Now, as I’m writing this, Alex Hormozi will be launching his $100 Million 

Leads book in August.  And as part of that promotion, he has 250,000 

registered so far for his webinar. 

He’s always said he “has nothing to sell.”  But somewhat conveniently, he 

removed that statement from his site recently.  And I expect that free 

webinar is a monster pitch.  But maybe not. Who knows. 

Some people position the webinar as a customer orientation call or 

welcome call or onboarding call to get people to attend. 



The webinar is positioned as a GIFT when you buy something else.  There 

are many different ways it’s positioned. 

And obviously sometimes people just flat out hold straight up webinars.  

That’s a given. 

13.  The Invisible Funnel 

Daegan Smith created a method called “The Invisible Funnel.” The idea is 

you get to attend the webinar for free and pay only if you love it. 

The way Daegan does is he delivers great content. And in the last 5 or 10 

minutes makes a soft offer with no hard close. 

He has people reach out to him who want to know more about the offer. 

He has done as much as $250,000 in one webinar using this method. 

Daegan did a training with me where he taught the Invisible Funnel. 

14. Retargeting 

I clicked on a few Dan Lok ads.  After that, my Facebook newsfeed had lots 

of retargeting ads by him for a period of time. 

These led to a sale of his big ticket. I believe that sale occurred over the 

phone. 

So you can retarget your buyers with ads that lead to the sale of your big 

ticket or next ascension step on the Value Ladder. 

15.  Social Media Posts 

Some people are great at social media posts and have big followings.  They 

make a post about their next step in the Value Ladder and ask people to 

reach out if they want more info.  The sale is closed over direct messages. 

This works gangbusters for some. 

Richard Yu, Sean Anthony and many others teach this method. At the time 

I’m writing this Sean sells an inexpensive product where he gives examples 

of his 3 best posts as templates that you can use. 



A customer of mine bought it and got an inquiry on her very first post.  You 

can snag it here if it’s still available. 

16. The Bill Good method 

This was way back. 

But it’s an incredible method. I don’t know if Bill still does this or not. 

He used to send me a letter about every week that was 1 to 4 pages.  And the 

punch line of every single letter was CALL JILL.  Jill was his sales person. 

Like clockwork every week these letters arrived. I put them in a big 

notebook you can see below. 

Bill sold a $10,000 package at the time. Today it would be more like 

$20,000 or more. 

There’s a guy online.  I don’t remember his name. But once you opt in to his 

list, every day he sends you an email about his coaching program. And the 

punch line is to book an appointment.  

https://www.nosalescalls.com/download-f
https://www.nosalescalls.com/download-f


 



Here’s a sample letter: 



 



17. Facebook group method 

The last method I’ll cover is the Facebook group method. 

In this one, the person announces a free report, training or challenge that’s 

ONLY available when you join the FB group. 

Then in the group, there’s weekly content to develop authority.  And there 

are weekly posts that invite you do the equivalent of “call Jill.”  Except 

today that’s usually “book an appointment.” 

18.  The Video Sales Letter 

Frank Kern does live webinars.  Records them.  Then sends the link to his 

list over and over. 

It’s very effective the way he does it. 

Obviously, a lot of people are good at this. But Frank really stands out in his 

persistence with it. 

I hope that opens your eyes on the different ways you can ascend customers 

up your value ladder. 

You do NOT have to do all of them! 

But ONE of them is a must. 

Best wishes, 

Marlon 

------------------- 

RESOURCES 

------------------- 

The Fail Safe System (intermediate to advanced) 

This zeroes in only on the Info Product Business.  On Zoo and W+ you can 

buy a lot of beginner courses and possibly a few “intermediate” info product 

marketing courses or training.  But you won’t find advanced training.  

There really is almost no advanced training on the Info Product Business 



other than the Fail Safe System.  It’s advanced information, although not as 

sweeping and comprehensive as the Amazing Formula Full-Blown Course 

above. The price reflects that but is considerably more than you’d pay for an 

introductory or intermediate course on info products.  Click here to see it. 

How to Create High Profit Info Products  

This is my info product creation training for BEGINNERS.   

There’s not a lot of “new” methods in it like my intermediate and advanced 

courses above.  But it’s 100+ pages of solid, step-by-step information, albeit 

not with the numbered steps and screen caps in Product Dashboard. 

Recommended for newbies and beginners. See it here. 

Take The Lid Off Your Income 

Just a fantastic, in-depth 4-module course I put a lot of time, care and 

attention into creating for you. If you’re ready to create yourown products 

and get traffic, THIS is what you need to get.  See it here. 

The Long Lost Viral Marketing Ebook Treasure of Jimmy D. 

Brown 

This is best and most definitive ebook ever written on the topic.  It’s a long 

lost treasure now made available with special permission from Jimmy D. 

Click here to see this bad boy. Highly recommended. 

Feel Overwhelmed? 

Buyers love this product.  It’s fresh, new insights into how to overcome 

overwhelm and get focused and productive. There is no other course like 

this. If you feel overwhelmed, click here for the solution 

If you feel overwhelmed, click here for the solution 
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The Road Not Taken 

Two roads diverged in a yellow wood,  

And sorry I could not travel both  

And be one traveler, long I stood  

And looked down one as far as I could  

To where it bent in the undergrowth;  

 

Then took the other, as just as fair,  

And having perhaps the better claim  

Because it was grassy and wanted wear,  

Though as for that the passing there  

Had worn them really about the same,  

 

And both that morning equally lay  

In leaves no step had trodden black.  

Oh, I marked the first for another day!  

Yet knowing how way leads on to way  

I doubted if I should ever come back.  

 

I shall be telling this with a sigh  

Somewhere ages and ages hence:  

Two roads diverged in a wood, and I,  

I took the one less traveled by,  

And that has made all the difference 


